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Cook County Sales Show 
Increase During July; 
San Francisco Declines 


Seven Months Total in Cook County Put at 25,238 
This Year As Against 45,591 
During 1931 


Chicago, Aug. 3.—Registrations in the month of July 
for Cook county totaled 3,823 units, as compared with 3,783 
in June this year and with 7,262 in July, 1931. The seven 
months of 1932, ended July 31, give a sales total for Cook 
county of 25,238 vehicles against 45,591 in the same same period 
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of the year 1931. 

The following is a table showing | 
Sales by makes in July, with columns | 
for comparison giving the records | 
for June this year and July, 1931: 





July, June, July 

1932 1932 1931 
General Motors ..1,158 1,032 2,804) 
Ford-Lincoln oekiaee 987 1,995 | 
Chrysler division . 788 941 941 | 
Studebaker div. 145 180 213 | 
Hudson-Essex .. 73 85 152 | 
Willys-Overland 
on 121 64 135 | 
aaa 78 112 270 | 
Auburn-Cord .. 176 172 256 | 
cans 34 44 105! 

Packard ..... ee 48 77 158 
Marmon .....- 1 1 12} 
Po!) 8 9 9} 
Ee 16 15 7] 
CHPOROIA .occces 43 35 99 | 
Miscellaneous 16 29 106 | 

ee 3,823 3,783 17,262 


Motor vehicle sales in San Fran- 
cisco, Cal., during July, 1932, totaled 


| of the motoring season, 


LICENSE RENEWAL 
DATE CHANGE URGE 
TO SPUR CAR SALES 


New York, Aug. 3.—State and 
Federal governments, hard pressed 
for revenue, and general business, 
hard pressed for trade, can tap a 
source of income for the one and 
of profits for the other that will 
yield millions of dollars without im- | 
posing a new tax burden, increas- 
ing a tax rate, raising a price or 
dealing unfairly with any one. It 
can be done simply by shifting the 
date for registration of motor vehi- 
cles to July 1, or at least some date 
between the present January 1 reg- 
istration day and July 1, the middle | 





The change would have the ef- 
fect automatically of releasing the 
5,000,000 motor vehicles that now} 





645 units. This compares with 819 
sales in June of this year and with 
1,273 sales in the month of July, 
1931. 


JULY CAR SALES | 
IN THREE STATES 
BELOW JUNE LEVEL 


Detroit, Aug. 3.—Reports on July 
passenger car sales in three states 
have now been received, namely 
Delaware, Illinois and North Da- 
kota. The total for July, 1932, is 
7,849 vehicle units. This compares 
with 8,817 in June this year for the 
same three states and with 14,944 
in July, 1931. 

The record of Ford sales in these 
first three states to report is in- 
teresting. In July the total Ford 
sales amounted to 2,704 passenger | 


| 


car units, as against 2,884 in June 
and 4,001 in July this year. The 
fact that Ford sales of the new 


eight and four cylinder models are 
dropping behind the June level is 
a pretty fair indication that the 
sales peak for 1932 was reached in 
the sixth month. Of course, later 
returns may upset this, but such a 
consummation does not appear 
likely at this time. 


BUICK PRODUCED AND 
SHIPPED 2,300 CARS 
DURING PAST MONTH 


Detroit, Aug. 3.—The Buick Motor | 
Company, it was announced here | 
today, produced and shipped 2,300 
cars during July. This record com- 
pares with 3,200 units turned out in 
June, 1932, and with 5,320 produced 
in July last year, 

In view of general conditions and 
the seasonal slackening in sales that 
July normally shows, this record by 
Buick is considered very good here. 





| per 


| further would be augmented. 


| one exception, 


are idle between January 1 and 
April 1 of every year. For about 20 
cent. of all the usable passen- 
cars and trucks in the United 
States now remain in the garage 
three months out of each year, thus 
reducing the income of government 
and curtailing by 25 per cent. the 
market of industries catering to the | 
eneeds of the motor vehicle and its 
operator. And if year-round mo-| 
toring further could be encouraged, 
by the elimination, except in the 
case of new vehicles, of the half- 
year or fractional registration pro- 
vision, business and public finances 


ger 


Estimating the average state 
gasoline tax at 4 cents per gallon, 
and state tax rates now range from 
2 cents to 7 cents per gallon, there 
would be provided nearly $25,000,000 
in revenue for the states from gaso- 


(Continuued on ‘Page 8) 


WAYNE COUNTY 
JULY CAR SALES | 
SHOW SHARP DROP 


Detroit, Aug. 3.—A decided drop 
in retail sales in Wayne county in 
July over June is noted in the 
monthly report out today. July 
titling slumped to 3,508 in passen- 
ger cars from June’s 6,611. For the 
seven months of 1932 the count 
shows 24,779, as against 34,912 in 
the same period last year. 

There was a falling off all along 
the line in individual titling with 
The advent of the 
Terraplane, of which seventy-nine 
were registered in July this year, 
increased the Essex total to 162 
over June’s 92. Ford again led the 
field with 2,161, as against 4,179 in 
June. Of this number 1,456 were 
eights and 705 fours. 

Commercial titling did not hold 
up either, There were 148 regis- 
tered, as against 331 in June. Last 
year’s July had 266. 





|long a prominent figure in the au- 


| Point, this city. 


jtion he went to Toledo as a Willys- 


C. Faeh. 


|of the association’s legislative and 


;ress World’s Fair. 


Automotive Daily News 
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Dealer Car Stocks on August 1 














DAY, AUGUST 4, 1932 5 Cents. $12 Per Year. 





Estimated at 210,000 Units 





COLIN CAMPBELL 
DIES IN DETROIT 








COLIN CAMPBELL 
Detroit, Aug. 3.—Colin Campbell, | 





industry, died in Grosse 
Mr. Campbell had 
been in ill health for some time. 
Colin Campbell will be remem- 
bered as the first general sales man- 
ager of Chevrolet after the du Ponts 
gained control. He followed Durant 
into Durant Motors and was his| 
sales manager. From that corpora- | 


tomobile 


Overland vice-president, with the 
Stearns Knight as his specialty. In- 
terment will be in Woodland Ceme- 
tery, New York. 


MARKLE TQ MANAGE 
CHICAGO TRADE BODY 


Chicago, Aug. 3.—Lalfayette Mar- | 
kle, recently elected president of the 
Chicago Automobile Trade Associa- 
tion, has just taken on added duties | 
as general manager, it was an-| 
nounced today. In his new post, to, 
which he was appointed by the board 
of directors, Mr. Markle succeeds A. 





Mr. Markle has for years been a} 
member of the board and chairman 


traffic committee. He has also been 
much in demand bv outside organ- 
izations in their traffic and high- 
way activities. At present he is a} 
member of such a committee for 
the 1933 Chicago Century of Prog- 


The naming of Mr. Markle as 
general manager of the C. A. T. A. 
marks the first time the head of | 
the associations has served in the 
capacity of both president and gen- 
eral manager. 








HAWKER JOINS SERVICE OF 
DE VAUX MOTORS STAFF | 


Grand Rapids, Aug. 3.—H. J. Hud- 


|son, parts and service manager Con- | 


tinental De Vaux Company, an- 
nounces the addition of Gordon R. 
Hawker to the field service, travel- 
ing staff of Continental De Vaux 
Corporation. Hawker will travel out 
of Grand Rapids, 





| The 


| the automobile field 


| De Vaux distributors which has just 


| that 


Ford Resumption on haces Scale Coupled With 
Dealer Sampling on the New Terraplane 
Brings Gain 





9 


Gam 


New York, Aug. Stocks of new passenger cars in 


'the hands of dealers in the United States or en route from 
|the plants have shown some increase since the Ford Motor 
|Company resumed production and shipments on a large scale 
|coupled with dealer sampling on the new Essex Terraplane, 
| but they still are close to the 200,000 mark, according to an 


based and consumption 


ANGELL ASSURES 
DE VAUX DEALERS 
ON COMPANY’S PLANS 


_on_ the latest output 
———_——® statistics. 
Inventories as 


estimate — on 


of August 1 are 
| placed at 210,000 units, as against 
200,000 on July 1, an increase of 


10,000 cars, or 5 per cent. The 200,- 
000 total for July 1 represents a 
slight revision for that date, the 
estimate previously announced hav- 
ing been arrived at before official 
production and sales figures for 
June were available. 

The 210,000 total for August lL 
compared with 273,000 for the cor- 
responding date of last year, a de- 
|crease of 23 per cent. During June 
}and July of last year the trend in 
|dealer stocks were downward, but, 
| despite the fact that practically all 
lof the manufacturers have held their 
output to actual demand in recent 
months, Ford shipments have caused 


Mich., Aug. 3.— 
position of Continental-De 
Vaux Company, a subsidiary of | 
Continental Motors Corporation, in 
is clearly set 
letter of Continental | 


Grand Rapids, 


forth in a 


W. R. Angell, 
Motors 


been sent out by 
president of Continental 
Corporation. 

This communication 
among other facts, 
“We are, indeed, 


sets forth, 
the following: | 
pleased to see your 


name among the list of distributors | 4 rise. It was necessary for Ford to 
of our subsidiary—the Continental-|Supply its dealers with cars for 
De Vaux Company. We trust that |demonstration purposes, and this 
| this association will be both perma-| alone meant a substantial number 
'nent and mutually beneficial. Con- | Of units, 

tinental-De Vaux’s policies include| With Ford reported to be curtail- 
a frank, open, aboveboard rela- | ing production, it is believed that 
tionship and full, helpful oopera-|there will be no further large in- 


crease in Ford dealer holdings, with 
the result that inventories of the 
industry as a whole probably will 
therefore, | resume their downward tendency in 
Continental is definitely and|the coming weeks. 

permanently in the business of| The estimate of dealer stocks for 
manufacturing selling automobiles. | August 1 has a less stable base than 
Ageressive and loyal distributors | Usual because of the wide divergence 
and dealers may reasonably expect | jin expectations in what the final 
to share in our future develop- | Production and sales figures for 
ments as they mature. July will show. Estimates of pro- 


tion with its distributors, commen- 

surate with their efforts put forth 

in our behalf. 
“You may be 





assured, 


Page 2) 


Richmond, Va., Aug. 3.—The state 
Corporation Commission, August 1, | 
handed down a decision denying the 
petition of mutual companies for a 
rehearing and review of their appii- | 
cation for greater representation on 
the governing committee of the new 
Automobile Rate Administration 
Bureau 

This means that the proportion of 
stock and non-stock companies on 


a a duction for the month range from 
(Continued on / 120,000 to substantially higher, while 
ies Rind . the extent of the decline in retail 
AUTOMOBILE RATE aypercewr tng domestic market 
BUREAU ORGANIZED «lou a 
IN STATE OF VIRGINIA July total was. s. A middle ground 

(Continued on Page 8) 

FREE TRADE WITHIN 

CANADIAN EMPIRE 

WOULD BE WELCOME 
Ottawa, Ont., Aug. 3.—Free trade 
| within the empire for the automobile 
|industry would be the most welcome 


the committee will remain, respec- | news that could come out of the 
tively, 5 and 2. The bureau held {imperial conference, said J. G. 
its first formal meeting at Rich-| Mansfield, automobile executive, of 


mond, August 1, adopted the consti- 
tution already approved by the Cor- 
poration Commission, and perfected 
its organization. 

When representatives of the com- 


Toronto. 

With D. R. Grossman, president 
of the Canadian Automobile Cham- 
ber of Commerce, and other mem- 
| bers of the chamber, he will go to 


panies authorized to do business in | Ottawa to meet members of the 
Virginia met on June 16 it was/British Motor Car Manufacturers 
| voted that the governing commit- | Association. 


tee should be made up of six stock 
companies and one mutual. This 
ratio was selected, it was asserted, | 
in accordance with the premium 

| 


This is‘purely a social] visit, Mans- 
field said. 

“Before the conference opened we 
were invited to present briefs con- 
cerning our industry, and further 


volume of the companies doing busi- 


ness in the state. At the same/than that we know nothing of what 
time a constitution was agreed |is being done in Ottawa that might 
upon. affect us,” he said, 
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BUSINESS UPTUR | 
IN JULY REPORTED 


| ; " . 

BY COMMERCE DEPT FAILURES DECLINE 
e New York, Aug. 3.—Business de- 
; faults declined from 600 to 576 dur- 
Washington, Aug. 3.—An upward ing the week ended July 28, as re- 
movement in business was noted ported to Bradstreet’s. This is a 
today by the Department of Com-! Gecrease of 4 per cent., and is much 
enetce. ‘less than is this 
In July, the department said, there Consequently the failures index rose 
was a cessation of the outward flow/ sharply to 169.6 per cent. of the 
of gold and a moderate return move- | 1928-30 average, after declining for 
ment, a general strengthening of} several weeks, and now stands at 
the bond market resulting in im-j|the highest point of the year, ex- 


normal at time. 





proved prices, a halt in the urgent 
liquidation in the stock market and 
an advance in prices of a number 
of important commodities. 

While the department made no 
predictions, business and financial 
experts pointed out that previous 
hard times had ended during sum- 
mer months when gradual upward 
movements had sturted in com- 
modfity prices, industry had begun 
to manufacture and sell at a profit, 
even if slight, and the movement 
of farm products had brought about 
an increased buying. They said im- 
provement in the past had not been 
noticed until six or seven months 
after the change had come 

The improvement noted in July 
by the department came after 
further recessions in June. and was 
heralded as due to constructive de- 
velopments. 

The adjusted index of manufac- 
turing activity showed several indus- 
tries recording advances, after ad- 
justment for seasonal factors. These 
advances were made by the automo- 
bile, textile. cement and tobacco in- 


dustries. 
The report said the downward | 
trend in employment and payrolls! 


had not been arrested, and that fac- 
tory employment was off 3.5 per 
cent. in June and payrolls 7.8 to 43 
per cent. of the 1923-1925 average. 


Foreign trade, the department said. | 


revealed no significant change, with 
exports continuing to decline and 
imports remaining close to the Mav 
level. 


Of 784 commodities reported by | 


the Labor Department, 296 declined. 
77 advanced and 411 did not change 
in price. Live stock and poultry 
prices advanced 5.2 per cent. and 
cement 2.8 per cent. Plumbing and 
heating equipment advanced 3.6. 


Technical Employment 
Service 


The Philadelphia Technical Ser- 


vice Committee, specializing in en- | 
gineering personnel, invites inquir- | 


ies from employers seeking the ser- 


vices of engineers, who can today 
ereate and develop the better busi- 
ness of tomorrow. Many of these 


men, now unemployed, were recently 
the key men in their particular lines 
of endeavor, and will 


dustry again turn more swiftly. 
They can today be made a part 
of your organization at a substan- 
tial discount from their salaries of 
yesterday, to be your 
employees of tomorrow. 


be eagerly | 
sought after when the wheels of in- | 


permanent | 


|cepting the last week in January. 
| This figure compares with 158.3 
| last week and 125.7 for the corre- 
|Sponding week a year ago. There 
was an increase of 63.1 per cent. in 
| liabilities involved. Two groups, the 
a and banking, are responsible 
|for this condition. 


BUILDING PERMITS GAIN 

Chicago, Aug. 3.—Building permits 
lissued in Chicago during July, 1932, 
{numbered 46, valued at $316,075, 
}against 32, valued at $186,800, in 
June, and 92, at $1,658,600, in July a 
year ago. This brought the total 
for the first seven months to 309, 


valued at $2,957.475, against 920, at | Vaux stock coupe set up 22 ae | 
most 


| $37,222,800, in the like period of 


| 1931. 
'ORDER FOR MIDLAND STEEL 
Cleveland, Aug. 3.—It is under- 
| stood in automobile circles that 
| Midland Steel Products has received 


}a contract from Chrysler Motors to | 


supply frames for the company. 
| Contract has been estimated to run 
| over $5,000,000. 

F. J. Kulas, president of Midland 
Steel Products, refused to discuss 
, the contract. 


WHOLESALE PRICES UP 

Washington, Aug. 3.—Wholesale 
price index of National Fertilizer 
Association last week rose to an in- 
dex of 61.5 per cent of the 1926- 
| 28 level, against 61.1 per cent. in 
the previous week and 68 per cent. a 
year ago. 


PAINT FIRM AT CAPACITY 

Kalamazoo, Mich., Aug. 3.—The 
Kalamazoo Paint Company has re- 
sumed capacity production with 400 
workers employed. 

HEAVY YIELDS OF GRAIN 

Minneapolis, Aug. 3.—Threshing 
of coarse grains near Ghent, on 
Chicago & North Western line in 
southern Minnesota, reveals ex- 
| traordinary yields of 
Oats vielded 70 bushels to the 
acre, compared with the state five- 


| Year average of 33.8; barley yields 
| are 55 bushels to the acre, against 
state five-vear average of 28 
bushels 

U. S. ECONOMIES 


Washington, Aur. 3.—Government 
|economies began to show in Treas- 
ury Department figures for the first 
month of the new fiscal year, al- 
| though the deficit was $62,000,000 
more than or July, 1931. 

The cost of running government 
departments for July was $198,773,- 
771, or roughly $48,000,000 less than 
for the corresponding month a vear 
aco 


Selection is made from over 900} 
registrants, who have filed thei: 


record of education and experience 
with this committee, a group of 
technically trained men, able 
willing to serve either as assistants 
cr in more responsible positions. 

Employers may send requirements 
to the P. T. S. C.. located at the 
Engineers Club of Philadelphia, 
1317 Spruce St 

The Philadelphia Technical Ser- 
vice Committee has the co-operation 
of the local sections of twelve na- 
tional engineering societies and is 
associated with the state employ- 
ment commission of 
The personnel of this committee is 
composed of volunteers from among 
the unemployed engineers, who give 
of their time and effort without 
recompense 


NO CAROLINA LICENSES 
Raleigh, N. C., Aug. 3.—The state 
Department of Revenue reports that 


fale of automobile licenses for the 
period ended July 31, 1932, totaled 
$5,172.331.10. This compares. with 


collections of $6,000,011.25 for a simi- 
Jar period last year. 

CLASSIFIED “ADVEKTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


and 


Pennsylvania. | 


STEEL 
Youngstown, Aug 


MILLS RESUME 
3.—The Repub- 


| lic Steel Corporation has resumed 
operations in eight mills of its 
Niles, O., sheet plant. Tentative 


schedules for sheet mill operations 
at the close of last week were in- 
definite, but orders in the past few 
days made resumption possible. Re- 
cently the plant has shown only 
'Six mills active. 


BAY STATE SAFETY 


Bosten, Mass., Aug. 3.—Massa- 
chusetts motorists are making a bet- 
ter record for safety this year than 
last, Morgan T. Ryan, registrar of 
motor vehicles. revealed today in the 
weekly summary of fatalities due to 
motor vehicles. 

Fourteen persons were killed last 
week, which is ten less than the week 


before and two less than in the same | 
The record for the | 


period last year 
first seven months ended July 1, 
however, shows a total of 373 per- 
sons killed in motor vehicle acci- 
| dents as compared with 402 in the 
same period last year. 


high quality. | 


RECORD IMPROVES | 


ON THE OTHER HAND || ANGELL ASSURES 


DE VAUX DEALERS 
| 


| (Continued from Page 1) 


“In these strenuous times Conti- 
| nental may justly point with pride 
to its strong financial position and 
|resources. Its officers and direc- 
tors believe that existing conditions 
present an exceptional and wonder- 
|ful opportunity to build for the 
better times ahead.” 

The Continental-De Vaux Com- 
|pany is carefully selecting its dis- 
tributor and dealer organization in 
the United States. No tremendous 
volume is being sought, rather is 
the objective one of permanency in 
building up dealer outlets. 

One of the notable accomplish- 
ments in the short time since Con- 
tinental Motors Corporation took 
over the manufacture and sale of 
De Vaux with its solely owned sub- 
sidiary, Continental-De Vaux Com- 
pany, is the record making per- 
formances of the stock Continen- 
tal-De Vaux coupe on Muroc Dry 
Lake, Cal. On July 7 and 8, under 
| A. A. supervision, Continental-De 





| world’s speed records, the 
prominent of which was the 1,000- 
mile speed performance at a rate 
|of 65.9394 miles per hour. 


OKLAHOMA STOPS 
WRITING OF VALUED 


AUTOMOBILE POLICIES 


; he : ; 
‘across is an inside story that should be written into the 


Oklahoma City, Okla., Aug. 3.— 
The writing of “valued policies” by 
| reciprocal exchanges engaging in the 
automobile fire and theft insurance 
| business will be discontinued in Ok- 
lahoma pending a determination by 
| the state Supreme Court of the legal 
| right to issue such contracts, accord- 
{ing to the state insurance commis- 
sioner, Jess G. Read. The state In- 
surance Board recently ruled that 
valued policies may not be written 
by any type of insurer under the 
present state laws. 

The ruling was made after a hear- 
ing on a protest filed by Mott M. 


| sociation of Insurers, against the in- 
surance Of valued automobile poli- 
j}cies by R. W. Drake as an agent of 
ithe Consolidated Underwriters of 


Kansas City, a reciprocal associa- 
tion, 
The Insurance Board decided to} 


|grant Mr. Drake a license to write 


j automobile insurance for the Con- | 


| sOlidated Underwriters, but it was 
agreed no valued policies will be 
written. 


GEN’L AIR EXPRESS 


LINKS SEVEN LINES. 


} 


Aug. 3.—Seven air lines 
|have consolidated in forming the 
|General Air Express, it was made 
{known here today. The new com- 
|pany is the second of its 
| their field of air express, the first 
being the Railway Express Agency. 


Chicago, 


| The air companies identified with | 


} the new system are Transcontinen- 
tal and Western Air, Eastern Air 
Transport, American Airways, 
| Transamerican, United States Air- 
lines, Pennsylvania Ajirlines and 
Ludington Airlines. All except the 
last named company are air mail 
operators 
Connecting bus and train service 
is offered by the new company to 


all parts of the United States, Can- | 
and South America, | 


ada, Mexico 
along with pickup and delivery ser- 
vice by Postal Telegraph-Cable 
Company. Shipments are limited to 
200 pounds except by special ar- 
rangement. 


CANADIAN GOODYEAR 
GETS INDIAN ORDER 
Toronto, Canada, Aug. 3 (UTPS).— 
Receipt of 
motor car tires from India is an- 
nounced by the Goodyear Tire and 
Rubber Company of Canada. 
cussing the order, an official of the 
Goodyear company here said: “It 


that shut 
}going now. This order, though not 
)an exceptionally large one, is at 
| Jeast a re-entry to the Indian mar- 
'ket and is a good sign.” 


ON COMPANY'S PLARS 


Keys, secretary of the Oklahoma As- | 


kind in 


‘a substantial order” for | 
Dis- | 


looks as if the anti-British boycott | 
us out some time ago is | 











SPARKS from DETROIT 


Duesenberg the Racer 
x ae * 





How It Happened 


* > . 


Ross Roy Moves 
o oe * 


Welcome, Brother 
* * * 


Were the Bills Paid? 


Chris Sinsabaugh—Detroit Editor 











Inquiries coming to this desk of late about early racing 
|history cause me to add a chapter to the saga of the late 
|Fred Duesenberg so that in the years to come the historians 
will not overlook America’s first and only victory in the 
| French Prix, greatest of European -road racing 
| classic, 

A Duesenberg car driven by the late Jimmy Murphy 
| won in 1919. Foreigners had come to this country and scored 
‘in the Vanderbilt Cup race, but the efforts of American 
'manufacturers to win on the other side of the Atlantic had 
come to naught up to this time. Not only had they failed to 
win, but only one American car ever had managed to finish 
in the road battles on the other side. 


* *” a 


HOW-COME of Duesenberg 


Grand 


sending Murphy 


THE 
‘archives. This writer was behind the scenes at the time, so 
|he knows the facts. And right here be it said that credit 
‘should be given the late Albert Champion, spark plug manu- 
'facturer, for making it possible for Duesenberg to make the 
| trip. 
It all came about through the formation of the Old Tim- 
ers Club at that time. The Standard Parts Company, organ- 
ized by Christian Girl, had closed up shop, leaving behind 
a list of several thousand names of veterans of the industry, 
who had enrolled in order to get a button indicating the year 
‘they had become automobile men. 


* % ** 

WHAT TO DO WITH THIS LIST of names, which made 
| possible the formation of an organization banding together 
'the veterans, was a problem which was solved by Lew Wasey, 
prominent advertising agency man, and Lloyd Maxwell, then 
associated with Wasey. They got back of a movement to 
organize an Old Timers Club. It went over with a bang and 
‘the Old Timers Club dinners became features of national 
show week in both New York and Chicago. 

The first president of the club was Albert Champion, a 
Frenchman, who was a famous racing cyclist before coming 
to this country. One of the directors of the club suggested 
to Champion that as president of the club he should send an 
American team to compete in the French Grand Prix. Cham- 
pion grabbed the idea, selected Duesenberg as the man for 
the job and the international victory became a fact instead of 
a dream. 





* + “« 
NOW THAT the Ross Roy Service, Inc., has moved into 
new quarters in the North End Post Office Building I have 
an idea. I’m going to be an early caller and see if I can’t 
get an appraisal on the “Soup Plate Six Sports Roadster.” 
Roy Service, you know, publishes various sales promotional 
helps for deslers, including the Brown Book, giving used car 
| prices. 
Ross Roy has been putting out these publications for 
more than six years and it is a prosperity note worth record- 
ing that his move into his new quarters has been brought 
about through increased business. He says that his first six 
months this year were 21 per cent. better than the corre- 
sponding period last year. 


* * at 

CLICK, CLICK, goes the old grapevine telegraph and 
the conductor, reading the dots and dashes, learns that there 
is a new member of the Paul Pry Association. Ray Binder 
is the new automobile editor of the New York Daily News. 
He formerly was its Sunday editor and he has switched jobs 
'with Dick Clarke, who held the automotive portfolio previ- 
‘ously, Floyd Noe looking after the automotive advertising 
‘for the News and Binder running the column make a formid- 
able combination. : 

A SIGN POSTED on the wall near the elevator in the 
General Motors Research Building announced that a gentle- 
man has lost a large roll of bills and that if the finder will 
‘report at the desk he will be put in touch with the loser. 
Mebbe there’s a laugh somewhere in the fact that a research 
|department has been unable to find the bills. 
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Retail Salesmen 





sion of the industry. 


Send in your story in the form of 
let us get it ready for publication. 


you commissions. 


Dealers read this page. Give 


_ 


DON’T TALK ‘CONDITIONS,’ 





Lhis department is devoted to the interests of the retail sales divi- | 
Salesmen, this is your department. Automotive 
Daily News wants you to get something from this department that vill 
heip you in your work on the firing line. 
your own experiences, su-cesses, failures to help your brother salesmen. 


It wants you to pass on 


a letter, or even a postal card, and 
Your achievement or your mistake 


may help another salesman to make sales or avoid errors that cost 


us the benefit of your reactions on 


these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t. 





SAY THESE SALES CHIEFS 


“Don’t talk conditions! 


The salesman can't do it and 


bring home the bacon,” says Stanley Lawfer, sales manager 


ot the Lawfer Auto Company, Allentown, Pa. 
didn’t 
It’s different today. 


when national conditions 
part in buying and selling. 


“Time was 
play such an 


starts a discourse on unemployment, depression, capital and 


labor, the wise salesman will 


switch the subject to baseball, 


football, chorus girls, or preferably the line he is selling. 


“Salesmen are losing more busi- 
ness as a direct result of ‘conditions’ 
talk than for many other reasons. 


When you begin to talk about con- | 
ditions you offer the buyer too many | 


loopholes for pessimism. And the 
down-in-the-mouth buyer doesn’t 
hand out the business you need. He 


crawls into a hole and pulls the lid | 


in after him. Digs himself in so he 
can't see the sunshine at all. 

“The utter uselessness of condi- 
tions talk is so apparent that we 
have cautioned our salesmen to 
ignore such discussions as far as 
possible. We are out to sell auto- 
mobiles, not tc promote our personal] 
opinions regarding national and 
international affairs. We cannot 
be both a selling organization and 
research specialists. Therefore, we 
will do our selling and leave the 
forecasting of business conditions to 
professional prognosticators, 


“I saw a very good example of 
what ‘conditions’ talk will do to a 
salesman. This happened several 
days ago while I was calling on a 
friend. A salesman was there when 
I called, and he had interested my 
friend in an article that usually 
ranks in the luxury class. The sales- 
man knew his line from A to Z, and 
I was fairly certain that he would 
make a sale. 

“Then, just to prove that he knew 
about business conditions in every 
part of the country, he launched into 
a discussion that ended with the re- 
cent increase in income taxes. My 
friend began to think about his 
taxes, 
community chest and about other 
unpleasant things. The result was 
that the salesman talked himself out 
of a nice order. Instead of getting 
the signature on the dotted line, he 
was told to come back later.” 

The sales policy of the Bee Auto 
Supply Company, also of Allentown, 
has been interpreted to the sales- 


men as a policy that is not con-| 


cerned with discussions about busi- 
ness conditions in general. 
firm travels ten salesmen, under the 
sales management of Clarence Guth. 

“The average customer,” remarked 


whose | 
opinions aren’t worth much anyhow. | 


about his contribution to the | 


This 


|}box orators talk about business con- 
| ditions.” 

From the other side of the fence 
| some one may arise to remark, 
|"“Why not let the salesmen take the 
| sunny side of the street? Let them 
spread optimism and good cheer.” 

“The answer to that,” said Guth, 
|“is obvious. Every salesman is an 
ambassador of optimism, or should 
|be. But that doesn’t give him 
|license to be a Sunny Jim sort of 
|person who jingles his way through 
the buyer’s pessimistic defense. 
Every salesman should spread opti- 
|mism as far as his knowledge goes. 
| But when he engages in discussions 
;to prove that things are moving up- 
|ward he is liable to wade in too 
;deep. The pessimistic buyer is very 
jlikely to throw a wet blanket that 
the salesman can’t laugh off. 

“What is a salesman supposed to 
‘do, anyhow? Is he supposed to sell 
| goods or to be a political and busi- 
jness economist? Let him confine 
|his work to the selling for which he 
| was employed. That’s where he can 
imake good. If he starts to talk 
about something outside of his ex- 
|perience he is walking over danger- 
ous ground and has little chance of 
persuading others t) aceept his point 
;of view.” 

All of which brings us to the con- 
iclusion that it is best to “let sleep- 
‘ing dogs lie.” Or, as one sales- 
manager for a prominent distributor 
“To hell with condi- 
jtions! We're selling automobiles, 
aren't we? Maybe civilization is 
going to expire. Maybe we're all 
headed for hepsidam. But as long 
| as we do exist we're going to sell 
; automobiles—sell them right up to 
the last minute.” 


SLOGAN CONTEST 
GETS PROSPECTS 


Milwaukee, Wis., Aug. 3. — Hun- 
dreds of replies were received im a 
|slogan contest staged by the Wins- 
|low Wisconsin Buick Company and 


}expressed it: 


important | 
If a buyer | 





; iti 
‘GIVES SALESMEN 
COMMISSION ON 
SERVICE SALES 


| Baltimore, Md., Aug. 3.—C. Mark- 
|land Kelly, president of the Kelly 
| Buick Sales, Inc., master dealers tor 
Baltimore, has found that allowing 
{salesmen commissions service 
| has served as a great stimulus to his 
business. 
men a 5 per cent. commission on 
service business brought into the 
shop. 

| “Giving our salesmen a commis- 
;sion on service has greatly stimu- 
| lated our business during the dull 
period,” Mr. Kelly said. “The policy 
was put into effect about the first 
of July, when we started to see sales 
fall off. We knew there was a lot 
|of Buick service business we were 


on 





|salesmen after it with a 5 per cent 
commission offer and as a result 


too. 

“Our 
| come service-minded, with the result 
that the company is operating in 
the black despite the sale of a rela- 
tively small number of new car 
units during the month. In fact, it 
| has been our salvation.” 


| 








Mr. Kelly allows his sales- | 


not getting and so we started our) 


managed to get some new business | 
jeven 
whole organizetion has be-| 


| 
| 


| 


| 


| priced cars, adding, “and it is workin 


| prospects, 








40 Telephone Calls a Day 
Keep Depression Away 


“We have started a telephone canvass campaign, using 
a carefully thought-out and prepared conversational ap- 
proach—the same for each of our salesmen—to a ‘cold tur- 
key’ list of registered automobile owners in our territory,” 
said the sales manager for a Philadelphia dealer in medium- 
g out favorably. 


This Is Your Page 


“By ‘owners’ I do not mean own-®——— 


ers whom we have sold, or necessar- | : : 
: ’ ; not especially confide manner of 
ily owners of our make of car, al- | : moots : a MANET 6 


speaking under such circ stanc: 
though, of course, the car has to | ‘ . ae Cee 
be in our general price bracket | seems Se invite plenty of sherp ane 
: ; os ‘| perhaps explos rr ions 

Usually, the talk is with the owner soe a camden ee ee 
of some other make of autombile. ri exeamnle. as Whe to the n : 
Some houses seem to feel that it is}. 0.5: ain oe ‘ oe 
largely a waste of time to send — hat?’ and ‘Say, what's this 
| ae a x a1), | all about?’ that have a tendency to 
many telephone messages to possible rattle the salesman and more than 
xce r ke specific ae eae : 
prospects, except to make specilic| yer throw him off his stride. 
appointments, but we have found | “The result, for the salesman. « 
that the ‘cold turkey’ message of the _ a disconcerting aa wa os t . 
kind I am speaking about is all|/* i. 3 o Dee 
right }is likely worse than none at ail. 
nar s |The prospect is annoyed and the 

The trouble with many salesmen | calesman doesn’t get anywhere. So 
is that they are not very good, or} when we decided to launch our 
: pereeey as telephone CON-| phone campaign we drew up what 
tact men. They are apt to make up| we think is a good, easy and con- 
their end of the conversaiion a3| tinuous line of talk. calculated to 
they - along, not having any defi-|pe as nearly interruption-proof as 
nite, clean-cut line of talk to de- | possible, yet leaving opportunity for 
liver to the probably busy man at | the prospect to answer a casualy 
the other end of the wire. Thei 


hesitation, or their indistinct and 





(Continued on Page 8) 


TRUE 


LEADERSHIP 
SETS AN EXAMPLE 





ship. 





Not the leadership of words, but the 
leadership of actions. For actions speak 
more loudly than words 


far greater authority. 


Some manufacturers have set the 
example of sound business manage- 
ment for their dealers to follow. Some 
have been setting that example for 


years. 


Their houses are in order. They are 
strong, stable. They are manutactur- 
ing on the lowest cost basis possible. 


UTOMOBILE dealers seek leader- 


These are the real leaders-these are 
the companies which can say: “Our 
business methods are basically right. 
Here’s how we doit. You can profit by 


It is interesting to note that the plant 
investment of Nash is only 19% of its 
gross 1931 sales—as against an aver- 
age of 71% for its nine chief com- 


and with petitors. 


Another costly item is inventory. Both 
the dealer and the factory should hold 
down inventory. Nash sets a good ex- 
ample. In 1931 only 3.4% of Nash 
current assets were invested in inven- 
tory as against an average of more 
than 32% for its chief competitors. 
The only way to hold down overhead 
is to eliminate waste 1n every little 
thing as well as big expenses. Nash has 
one of the lowest non-productive over- 
heads in the industry. Everywhere 
throughout the Nash plants, rigid 
economy Is practiced. 





Guth, “is a natural pessimist any- |a considerable number of excellent 
way. Most human beings are. When | prospects uncovered, First prize was 
you begin by exchanging opinions On | §59 jn geld and a $50 credit voucher; 
this and that you are getting intO| second prize, $25 in gold and a $50 
deeper water all the time. By the | credit voucher; third prize, $15 in 
time you ought to have the order all lgold and a $30 credit voucher; 
written up and ready to say ‘Thank | fourth, $10 in gold and a $50 credit 
you,’ the customer decides that | youeher. 

what he has now will last until civ- The contest extended for five 
ilization is passed over to the Bol-| gays and was advertised in the daily 
sheviks. Since he is certain that) newspapers with a coupon to be 
everything is going to the dogs. | fijjeqd out with the name and ad- 
what's the use of looking forward to| gress of the contestant and the 
a future that may never be? _ |Slogan submitted to be mailed to 

“Talking about unfavorable busi- | ine winslow company. 

ness conditions,’ continued Guth, | Three judges selected the win- 
“does not only kill possible con- | ners, among them being Theodore 
tracts, but it is dynamite for any | Larson, manager of the secretary of 
salesman, too dangerous for him to| state's Milwaukee auto license divi- 
play with. If he indulges in this| gion and J. W. Deneen, manager 
sort of talk for any length of time | Buick, Oldsmobile, Pontiac Sales 
he is liable to find himself going | Company division of General 
down grade. It saps his confidence. | yotors. Milwaukee zone : 

He loses initiative and the courage | : oe 
to fight for the business he should BOOST SERVICE WORK 
have. Unless a salesman is a rare Mason City, Ia., Aug. 3.—In step- 
psychological specimen, able toj|ping up the facilities of its service 
progress against all negative influ- | department, the S. & R. Chevro- 
ences, I would advise him to talk|let Company has appointed E. L. 
about his own line and let the soap- Finch as manager. 











our example.” 

There is a close analogy between a well 
conducted motor car dealer business, 
and a motor car manufacturing busi- 
ness. 


Both dealer and manufacturer must 
see to it that not too much money is 
tied upin bricks and mortar. Withmost 
dealers, this takes the form of rent. 
With the manufacturer, it is known as 
plant investment. 


THE NASH MOTORS 


Kenosha, Wisconsin 


eh 


offers. 


The manufacturer should give the pub- 
lic cars which stand out in beauty, in 
performance, in value. Paralleling this, 
the dealer should give service which 
stands out as against competition, 


True leadership does not coerce, com 
plain, condemn. 


True leadership sets an example. 


That is the kind of leadership Nash 


COMPANY 


(4205) 


Plants at Kenosha, Racine and Milwaukee, Wisconsin and Pine Bluff, Arkansas 
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From the Case Book 


E was the dealer handling a medium-priced car line in 

a city with a population of about 50,000, including 
territory adjacent and generally dependent on it for buying. 
In 1929 this dealer showed a net profit of more than $25,000. 
He took a lease for a considerable period on a store having 
a long frontage on the main business street of his city. 

In 1930 this dealer showed a much reduced profit and 
in 1931 he managed to break even, but the present year 
opened with clouds of doubt and worry hanging over him. 

It took only the first two months to convince this dealer 
that he was in for real trouble in 1932. He called in an 
accountant and together they went over his business. The 
accountant showed him that with the car sales probable in 
1932 the overhead of his business could not be carried. The 
dealer’s only chance lay in reducing overhead to fit the 
picture painted by potential sales. 

Naturally enough this dealer had taken pride in his 
place of business, which stamped his company as one of the 
leaders in the commercial life of the city. He took pride in 
the big plate glass windows on the main street, through 
which any and all could see an attractively fitted showroom 
with eight or ten shining new models on view. 

It would have been human to “take a chance” on busi- 
ness reviving in the fall and hang onto the big showroom 
and the obvious marks of commercial leadership. But this 
dealer did nothing of the sort. 
tenant for his main street establishment. As a matter of 


fact he found two, because he divided up his space. 

And then he went around the corner on a side street and 
there he got a place of business at a quarter of his former 
rent. This new place gave him a small showroom, but it 
gave him almost double the old service department. This 
done he began hammering service. He advertised it, he 
solicited it personally by salesmen and by letter. He has 
put up signs on the roads leading into the city. He has 
increased his service business so that he will end the year on 
the right side of the ledger. 

And that is what we call rising to the occasion. 


Bea‘‘No’’ Man 


In the current Issue of The Nation’s Business there is 


New York 
850 Hudson St., New York, 


1926 Broadway 











un anonymous suggestion that a lot of us may ponder with | 


benefit. Let us glance at it: 

“An essential to success in a business career would 
seem to be the ability to say ‘No,’ and the knowledge of when 
to say it. The business man must always be saying ‘No’ to 
the worker, ‘No’ to the supplier, and ‘No’ to the customer. 
This last operation is perhaps the most difficult and the 
least understood of the three. 

“It is difficult to decline a request for a 5 per cent. dis- 
count on a prospective customer’s account, especially when 
one is told that all one’s competitors give it and that without 
it the account will not be opened. Given the chance for a 
$500 order, subject only to an extra 5 per cent. discount, it 
takes a courageous business man to pass up the $475 for 
the sake of the principle involved. Yet if business is to be 
sound and honest, that must be done, 

“It is essential to be fair to one’s customers. If your 
set price for a given article is $500 and you sell to one 
customer at that price and then, because the next is a better 
bargainer, you let him have the same article for $475, you 
are surely wronging the first man.” 

Perhaps “yes men” may be pleasanter company than 
“no men,” but after all life isn’t supposed to run along like 
a song,.and the man who says “NO” at the proper time is a 
good guy to tie to. 





The Marketing Research Department of the N. S. P. A. 
has done an excellent job in promoting the selling of service 
on deferred payments. This is a phase of service work that 
needs the utmost understanding and careful handling. In its 
suggestions to service operators the N. S. P. A. gives a com- 
plete outline of how to sell deferred payment service so that 
it is an asset of the business instead of a risk. We are quot- 





ing from the association’s suggestions for this class of sell- 


ing: 

It is sometimes desirable to make 
up two different estimates on the 
same job. In case your customer 


has come in for the purpose of 
buying a valve grinding job, brake 
reline job, or some similar operation, 
and you believe that he is in need 
of additional services and that he is 
a prospect for a time payment con- 
tract, then you should make up an 
estimate sheet on the job he has 
asked for and also another sheet 
covering the complete service which 
you believe he should have. 

In this way you are armed with 
the necessary material to sell him 
the complete job, and failing in this 
you have the estimate sheet pre- 
pared on the job he has requested 
and it is ready for his signature, 
after which it becomes a work or- 
der. 

Be sure to list carefully all parts 
required to do the complete job. 
Under labor, list the flat rate 
charges on operations necessary to 
complete the work. Many times 
body and fender work, a new bat- 
tery, a paint job, new tires and 
other accessories are needed which 
should be included on the estimate 
sheet. After itemizing the estimate 
and inserting the prices, add to this 
amount the finance charge (based 
on the average length of time for 
that size loan), which is determined 
by referring to your rate chart. 

Your next step is to determine the 
make, model, and year of the car. 
Be sure your identification of the 
year and model is correct. Refer to 
you “Appraisal Book,” green, red, or 
blue book if you subscribe to this 
service. If not, call the finance 
company or your N. S. P. A. jobber 
for the loan value of the car. This 
will enable you to determine (after 
checking with the owner as to any 
other loans or mortgages against 
the car) the amount the finance 
company will loan if the customer is 
a satisfactory risk. 

Don’t be too quick to condemn the 
finance company with which you are 


He managed to find a sub-| dealing for turning down certain 


applications, because, as a rule, they 
know their business, and certainly 
if they do not accept the owner’s 
application with the car as security, 
it would be poor business for you 
to carry him on open account. 

Wherever such a service is offered 
it is advisable for you to belong to 
your local credit association. The 
cost of this service is usually small 
and quite often it is possible to get 
a credit report on a prospective cus- 
tomer before you make your pro- 
posal to him for a time payment job. 
This is especially true if you are at 
all doubtful about his credit stand- 
ing. 

Never quote a cash price to a 
time-payment prospect if you can 
avoid it. It is usually advisable to 
quote the time-payment price (which 
includes finance charge) or quote 
your price in terms of monthly or 
semi-monthly payments of the 
amount indicated on your rate chart 
to fit the transaction. 

Following is a typical presenta- 
tion: 

Assume your customer has come 
in for the purpose of having his 
brakes adjusted or relined. You 
have made your inspection and are 
all ready to quote on the job. 

SERVICE SALESMAN: You are 
right, Mr, Jones, those brakes are in 
bad condition. The right rear lining 
is completely gone in one spot, and 
it may have been due to improper 
adjustment, because the other wheels 
are not worn as badly. However, it 
will be necessary to reline all four 
wheels in order to give you an even 
adjustment and the kind of a brake 
you should have, 

While I was having your brakes 
checked, I spent a little time check- 
ing up on the general condition of 
your car, and I find it fairly good, 
and believe, with a little additional 
work at this time, we can give you 
another twenty-five or thirty thou- 
sand miles of service which will be 
just as satisfactory as the thirty 
thousand you have had. 

CUSTOMER: I have been think- 


o- 


ing some of having my car thor- 
oughly checked, but it seems to run 
well with the exception of the 
brakes, and I thought any expense 
at this time would be needless, espe- 
cially as I may trade it for a new 
one in the next three or four months. 

SERVICE SALESMAN: I thought 
you might be thinking of trading 
and that’s why I have gone to the 
trouble of making an estimate on 
the job I just spoke of. Just see 
here. We can give you a thorough 
recondition job on your motor, in- 
cluding reconditioning the cylinders, 
which are bound to be worn consid- 
erably after 30,000 miles, new pis- 
tons, pins, rings, adjustment of all 
bearings; in other words, replace or 
recondition all worn parts of your 
motor and put it in perfect condi- 
tion. 

CUSTOMER: But you can’t get 
away from the fact that I can drive 
out a new automobile without any 
outlay of cash and can pay for it 
in easy monthly payments. 

SERVICE SALESMAN: You cer- 
tainly are right, Mr. Jones, and 
that’s the very point I had in mind 
when I made up this estimate. We 
are now in a position, through a 
new arrangement we have made, to 
do this work for you and, in addi- 
tion, reline your brakes all around, 
straighten and refinish your fend- 
ers, give you a complete new set of 
tires and tubes, dress your top, and 
polish your car, bringing the finish 
back just like new. 

All of this work, which will give 
you a new automobile as far as 
service is concerned and one whose 
appearance you can be proud of, 
will cost you only a few dollars a 
month. 

CUSTOMER: That’s quite inter- 
esting. I have always been under 
the impression that service work on 
my car required cash in full. How 
much would the payments run? 

SERVICE SALESMAN: That’s up 
to you, Mr. Jones. How much do 
you feel you could afford to pay on 
a job of this kind, conveniently, say 
every two weeks? 

CUSTOMER: Well, I could proba- 
bly pay $15 without any trouble. 

SERVICE SALESMAN: That’s 
fine. I feel sure we can arange it 
on that basis for you. Just a min- 
ute, and I’ll see. (Checks his rate 
chart without showing it to the 
customer. Do not display chart 
where customer can See it.) 

Yes, sir, it’s going to work out all 
right. We can arange for this job 
and give you six months to pay. The 
payments will run only $ and 
you have never bought so many low 
cost miles for so little money. Just 
compare that arrangement with the 
depreciation you would be forced to 
take on a new car and see the big 
difference in the cost per mile for 
good automobile transportation. 

CUSTOMER: There’s one thing I 
forgot to ask. What is the finance 
charge on this deal? 

SERVICE SALESMAN: It’s all in- 
cluded in the price I quoted you, 





monthly payments. You have noth- 
ing more to pay. 

(At this point yOu may find it ad- 
visable, providing the amount of the 
repair job is well under the loan 
value of the car, to offer to secure 
an additional amount on the loan 
for your customer to use in pay- 
ment of other bills. It might en- 
able him to pay off several small 
bills and consolidate them all in one 
loan, and at the same time you will 





be raising the size of the loan, which | 


of course, has a strong appeal to 
your finance company.) 
CUSTOMER: How 
take to do the job? 
SERVICE SALESMAN: You can 
have it, all ready for you——. 


long will it 


CUSTOMER: Well, young man, T| 


think you have made a sale and at 
the same time I feel I have made 
a saving because surely this work 
will have to be done eventually if I 
keep the car, and the way things 
are I am not at all sure I want to 
invest in a new one. 
SERVICE SALESMAN: 


Mr. Jones, and it’s included in the | 


a 





It cer-, 





tainly will have to be done even<- 
tually and by doing it all at once 
you will save a considerable amount 
through the combination job as 
compared with what you would have 
to pay in overiap of operations if 
you had it done a little at a time. 


CUSTOMER: Okey. What are 
rangements are necessary? 


SERVICE SALESMAN: All you 
have to do is sign this work order 
and then we’ll fill out the applica- 
tion for credit. 

Mr. Jones signs the work order 
and the service salesman brings out 
the application for credit, and fills 
it out himself, taking a personal in- 
terest in seeing that it is filled out 
properly. With Mr. Jones seated 
across the desk from him, he tact- 
fully asks for the answers to the 
questions on the application. In 
case there is any hesitancy on the 
part of the customer to answer any 
of the questions, the service sales- 
man quickly explains that he is not 
in the least interested in any of 
this information, but it is required 
by the finance company which han- 
dles the paper and is made a matter 
of their confidential record. 

The customer then signs the appli- 
cation for credit and is told by the 
service salesman that he will re- 
port to him by telephone early the 
next morning. 

The application is then turned in 
to the jobber, together with the 
purchase order for the necessary 
parts to complete the job. 

Just as soon as approval of the 
application is secured from the fi- 
nance company work is started on 
the job, and the customer is noti- 
fied by telephone that his applica- 
tion has been approved and the 
job will be ready on time. 

When Mr. Jones returns for his 
car he finds its appearance much 
better than he had expected and, 
of course, is delighted with the way 
it runs. It is only necessary then 
for him to sign the mortgage and 
note or other necessary instruments, 
as required by law (these have been 
prepared by the finance company 
while the job was being completed), 
and his car is released to him. 

The mortgage and note, properly 
signed, are turned over to the fi- 
nance company through the jobber 
and a check is issued to the jobber, 
or to the repairman and the jobber 
jointly, for the full amount of the 
note, less the finance charge. Thus 
it represents a cash transaction to 
the repairman, and the jobber also 
receives cash for his merchandise. 
The finance company carries the 
account, but that is their business, 
and they get paid for it. 


| COMING EVENTS } 


AUGUST 
22-26—Denver, Col. American Chemical 
Society Convention. 
30-Sept. 1—Cleveland, S. A. E. Aircraft 
meeting. 
SEPTEMBER 
12-1;—Cleveland. Machine Shop Practice 
Meeting, A. S. M. E. 
15-1i;—Atlantic City, N. J. American Trade 
Association Executives Annual Meet- 
ing. 
19-20—Harrisburg, Pa. Pennsylvania Autos 
motive Association Convention. 
22-23—Chicago. National Association Motor 
Bus Operators. 
22-23—Chicago. American Electric Railway 
Association Meeting. 
30-Oct,. 1—Dallas, Tex. American Institute 
Mining and Metallurgical Engineers, 
Petroleum Division. 


OCTOBER 
3—Buffalo, N. ¥. Society of Automoe. 
tive Engineers Production Meeting. 
%- j—Buffalo, N. ¥. National Metal Cone 
gress. Sponsored by American So- 
ciety for Steel Treating, with co-op- 
eration of American Society of 
Mechanical Engineers, Institute of 
Metals and Iron and Steel Divisions 
of American Institute of Mining and 
Metallurgical Engineers, American 
Welding Society, Wire Association. 
j—Washington, D. C. National Safety 
Council Meeting. 
j—Buffalo, N. ¥. National Metai Exe 
position, 174th Regiment Armory, 
W. H. Eisenman, 7016 Euclid Ave., 
Cleveland, director. 
6—Toronto. Transportation 


8S. A. E. 
10-14—Atlantic City, N. J. 
Association. 

11-19—Glasgow, Scotland. Motor Show 
13-22—London, England. Olympia Show., 
13-22—Atlantic City, N. J. National Hard-« 
ware Association, Accessories Branch, 
NOVEMBER 
14-16—Atlanta, Ga. Nationa! Tire Dealers’ 
Association. 
4—Paris. Aeronautical Show 
DECEMBER 
2- 3—Detroit. National Standard Parts 
Association Convention. 
Annual Meeting A. &, 


Meeting, 


American Gas 


18-Dec. 


5- 9—New York, 


M. E. 

5-10—New York. Power and Mechanica) 
Engineering Exposition. 

.5-10—Detroit. Third Annual Joint Trade 
Show, National Standard Parts As- 
sociation and Motor and Equipment 
Manufacturers’ Association, Conven- 
tion Hall, 
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Oil chemists from the laboratories 
of the industry, universities and the 
Federal service will report ad- 
vances in research at a national 
meeting of the petroleum divi- 
sion of the American Chemical So- 
ciety, to be held in connection with 
the society’s eighty-fourth meeting 
at Denver, August 22 to August 26. 

Development of the oil industry, 
it is pointed out, has been due 
largely to research, and a survey in- 
dicates that throughout the depres- 
sion scientific inquiry has not been 
permitted to lag. Hence, accord- 
ing to chemists, the leading oil com- 
panies will be found to occupy a 
strong position when an economic 
upturn ensues. 

Development of anti-knock mo- 
tor fuels, with possible far-reach- 


ing changes in engine design, is 
cited as an example of what the 
public may expect in improved 


fuels, better car performance and 
greater economy as a result of the 
increasing quest for petroleum 
progress. 

Dr. Cary R. Wagner of the Pure 
Oil Company, Chicago, will preside 
at the Denver sessions. The Stand- 
ard Oil Company of Indiana will 
be represented by a group including 
R. L. Geddes and Vandervear Voor- 


hees, research chemists; E. W. 
Thiele, chemical engineer; T. H. 
Rogers, laboratory division head; 


J. L. Bussies and P. T. Ward. 

Papers on cracking will show that 
last year cracked gasoline produc- 
tion totaled 176,000,000 barrels, or 40.8 
per cent. of the totoal supply ct 
motor fuel. Straight-run gasoline 
has dropped from 68 to 50.9 per 
cent. of the totoal gasoline in 1925 
compared to the present time, while 
cracked gasoline has increased from 
26.4 to 41.7 per cent. Oil com- 
panies are now spending about $5,- 
000,000 on cracking research. 

A report on “The Effect of Tetra- 
ethyl] Lead on Octane Number” will 
be presented. “An empirical analy- 
sis,” says an abstract of the re- 
port, “has been made of the rela- 
tionship between the concentration 
ef tetraethyl lead and the octane 
number of gasoline, and a defini- 
tion is developed for the ‘lead sus- 
ceptibility’ of any gasoline. 

“It is shown that the octane num- 
ber of an ethylized gasoline is de- 
termined by a combination of five 
distinct factors, whose proper rela- 
tionships are incorporated in an 
‘Ethyl Blending Chart.’ This chart 
may be used or determining the lead 
susceptibility of a gasoline from the 
octane numbers of two blends con- 
taining different concentrations of 
tetraethyl lead. Lead susceptibili- 
ties of gasolines made from various 
crudes and by several processes 
are given.” 


TRICO PRODUCTS 
SERVICE KIT 


The Trico Products Corporation 
is offering a new parts depot service 
kit to meet the requirements of 
garages, repair shops and service 
stations in small communities. The 
new kit includes a complete assort- 
ment of gaskets, springs, piston as- 
semblies and valves for use in serv- 
icing Trico windshield wipers, to- 
gether with two 714 by 3 inch serv- 
ice banners for indoor and outdoor 
display. Complete instructions are 
also included with the kit. 

The manufacturer states that no 
obsolete parts are included in this 
service kit, all the contents being 
selected for quick sale and imme- 
diate profit. It is suggested that 
orders for the kit be accompanied by 
an order for a No. 568 five-ply blade 
and arm display, with a liberal 
quantity of hose if that is not 
already stocked. 


E. G. EDWARDS JOINS 
TRENTON RADIATOR 

Trenton, N. J., Aug. 3.—Eaton G. 
Edwards has joined the Trenton 
Auto Radiator Works, in the ca- 
pacity of equipment sales engineer. 
Mr. Edwards spent a number of 
years in a similar capacity with the 
G. & QO. Manufacturing Company. 


Oil Chemists Prepare 
for Annual Meeting | 





 FORSBERG SUPERGRIP 
SCREWDRIVER 


The Forsberg Manufacturing 
Company is offering to the auto- 
motive trade a new item in the 
form of a Supergrip screwdriver. 
This tool has a hexagon guard to 
prevent slipping of fingers on the 
blade in electrical work and to pre- 
vent rolling. The rubber handle is 
said to be moulded under seventy- 
five tons pressure. It has fluted 
and knurled ridges to assure a posi- 
tive grip. 

Four wings are moulded into the 
handle to prevent the blade from 
turning, twisting or pulling out of 
the handle. The company offers a 
display box containing twelve of 
these screwdrivers, two each in sizes 
2, 3, 4, 5, 6 and 8 inches. 


offers a miniature screwdriver dis- 
play with twelve miniature screw- 
drivers mounted on a car. This lat- 
ter display comprises four screw- 
drivers each of sizes 1%, 2% and 3% 


VALVE INSIDES 
SERVER 


The Dill Manufacturing Company 
is offering a new server for dispens- 
ing valve insides. With this server 
a pressure on a lever brings out a 
valve inside sealed in an individual 
cartridge to protect it from dirt or 
grease. 

The server hclds a compact cart- 
ridge roll of a hundred Dill No. 


100AA superseal valve insides and 
dispenses them one at a time as 
needed. It is designed to prevent 
waste of stock and to keep the parts 
clean and ready for use. 















THIS NEW DE LUXE school bus 


Body Company, Sidney, O. 
with a six cylinder power plant. 


The wheelbase is 190 inches. 










body is the product of the Anderson 
It is mounted on a new 2D Reo chassis, 


The 


photograph shows the eighteen foot bus body 





TILTING AND SWIVEL 


| 
The Binghamton Flexible Shaft 
Company is putting out a new four- | 


speed, V-belt drive, tilting and 
swivel type die sinker. This machine 
is recommended for die work, rotary 


It also| filing, grinding, polishing, drilling, 


sanding and other operations in die, 
pattern and machine shops. The 
machine may be had in bench or 
pedestal form, 

It is claimed that in this machine 
the tool conforms to every angle 
encountered... Unusually long life is 
claimed for the flexible shait because 


of the combination of ball bearing | 


swivel and yoke type supension, The 


machine has a ball-bearing engine | 


developing a quarter horse power at 
1,725 r. p.m. Two speed ranges may 
be had, 900 to 3,800 r. p. m. and 1,800 
to 7,600 r. p. m. Counter shaft and 
hand pieces are full ball bearing. 
The flexible shaft, which is four 
feet long, is made with a ;-inch di- 
ameter core and with metal or rub- 
ber case, the outside diameter of the 
latter being one inch. Attachments 
include extra collets for the hand 
piece, grinding wheels, wire brushes, 
cotton buffs, wheel arbors, cone- 
shaped emery wheels and mandrel. 
There may also be had a compre- 
hensive selection of rotary files. 


Finish Boring Machine 
With Hydraulic Feed 


The Colburn division of the Con- 
solidated Machine Tool Corporation 
has developed a hydraulic feed, 
finish boring machine, designed for 
precision boring of holes in small 
parts, in cast iron, non-ferrous 
metals and such materials as fiber. 
The cycle of operations is hydrauli- 
cally actuated. 

The accompanying picture shows 
one of these Colburn borers with five 
spindles, three on the right hand 
head and two on the left. They are 
designed to bore five straight holes 
in three different parts. The spindle 
heads are fed to the work for the 
boring operation, the work table 
being stationary. 

Each head has independent feed 
and traverse movements, so that 
with the indexing table carrying 
two sets of holding fixtures all 
spindles in both heads work simul- 
taneously on parts loaded.in one set 











of fixtures, the other set meanwhile 
being reloaded. Operation is prac- 
tically continuous, only a little time 
being needed for indexing the table. 
Because of the automatic hydraulic 
cycle all the person running the 
machine has to do is to index the 
table, start the cycle and reload the 
parts. 

The motors that drive the spindle 
heads transmit the power through 
multiple V-belts. The spindle speeds 
run up to 2,620 r. p. m., and give 
cutting speeds up to 300 feet per 
minute. The feed rate of the 
spindles is variable from zero to 
maximum and is easily and quick- 
ly set at the best speed for the job 
in hand, 

These machines may be had with 
different numbers of spindles and 
types of indexing tables to meet any 
production requirements for this 
type of equipment. 





| 








NEW STERLING 
VALVE CAP 





The Sterling Automotive Products 
Corporation, manufacturers of au- 
tomatic cap valves marketed unde: 
the name “Twin Seal,” have just 
placed on the market a new au- 
tomatic cap valve to supply 
the cheaper market under 
name “Biseal,” which affords the 
same double protection against 


loss of air and allows for testing 
and inflation without removing. 
thus saving four operations every 
time a tire is inflated, or tested for 
pressure. 


NEW WIRE CLOTH 
CATALOG 


The Newark Wire Cloth Company 
is issuing a new catalog, its No. 32. 
This publication has a number of 
novel features, It is more of a hand- 
book on wire cloth and wire cloth 
products than a mere catalog. 

The volume can be conveniently 
carried around in one’s pocket. It 
is handy and complete, containing 
more than 100 pages of concise in- 
formation of value for both 
perienced and experienced users of 
wire cloth. An outstanding feature 


of the book is a “Glossary of Wire 
Cloth.” Thus if it is desired to 


|know the exact meaning of “mesh,” 
“count,” etc., the glossary | 


“pauge,”’ 
makes everything clear. The book 
is also up-to-date in every other re- 
spect. For instance, it lists 400- 
mesh cloth-160,000 square openings 
per square inch. Stainless steel 
wire cloth, first announced by the 
Newark Wire Cloth Company, is in- 
cluded. Also “Nichrome,” 
metal, nickel, and all other malle- 


able metals such as aluminum, brass, | 


copper, bronze, phosphor bronze, 
plain steel, galvanized steel, man- 
ganese steel, silver, gold, platinum, 
etc. Full information on metallic 
filter cloth and gasketed metallic 
filter cloth is made available. 

A section is devoted to “sealedged,” 


a cloth for radio grid screens having | 
a patented unravelling edge. Com-| 


plete and valuable technical in- 
formation is also given concerning 
Newark U. S. Standard “Cornerless” 
Testing Sieves, as well as “End- 
Shak,” the new testing sieve shaker. 
Fabrication of wire cloth parts is 
another interesting development. 


monel | 


a 


LEARN 
As You 


STINSON 


offers 


These 2 Services at 
One Moderate Cost 


Flight 


Instruc- 


Quick 


Transpor- 


j 
| 


| 

| territory, 
— pleasure. 

| Air Cab Service. 
| ground in much less time~— 
'and learn to navigate the ship, 
'yourself. It’s fun to learn to 
| fly. The operator will teach 
|you while you are making the 
| trip. Any normal person can 
{ly a Stinson the first time the 
|pilot takes up, to 
| the plane’s inherent stability. 
|Many who have tried “learn- 
| ing as they fly” liked it so well 
that they soon bought a Stinson 
and became their own pilots. 


tation tion 





Mr. Automobile Distributor: 
On that next trip around your 
combine business 
Use 


Cover more 


Stinson 


the | 


him due 





For complete information 
on low cost flight instruction 
and air taxi travel, call the 
'Stinson Air Cab Operator in 
your city, or write the secre- 


tary, 


inex- | 


STINSON AIR CAB 
OPERATORS ASSN. 


Wayne, Michigan 





is 


THIS EMBLEM 
protection. Be sure it is on 
the plane you hire for air taxt 
trips and flight instruction. 


your 
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FINANCIAL NEWS 


MACK TRUCK 

New York, Aug 
Inc., for the quarter ended June 30 
reports a net loss of $203,872 after 


depreciation, etc., as against a net | 


income of $127,411 in the second 


quarter of 1931. Net loss for the six 
months was $516,943 after 
depreciation, etc., as against a net 
loss of $51,326 in the first half of the 
previous yvear 


LINK-BELT 

Chicago, Aug. 3.—Link-Belt re-| 
ports for six months to June 30 net | 
loss of $295,154 after depreciation. | 
taxes, etc. This compares with net 
profit of $451,981, equal, after divi- | 
dend requirements on the 6's per 
cent. preferred stock, to 45 cents a 
share on 709,177 no par shares of 
common stock in first half of 1931. 
For quarter endei June 30 net loss | 
was $118,445 after charges and taxes, | 
comparing with net loss of $174,709 
in the preceding quarter, and net 
profit of $209,350, equal to 20 cents 














3.—Mack Trucks, | 


charges, | 


a share, on the common in the June 
quarter of the previous year. 





i 


MARLIN-ROCKWELL 
New York, Aug. 3.—Marlin-Rock- | 


| well Corporation and subsidiaries for 
; the quarter ended June 30, 1932, yves- 
| terday reported net loss of $41,006 


after depreciation, charges, etc., 
against net loss of $2,720 in the pre-'! 
ceding quarter and net profit of| 
$84,152, equal to 23 cents a share| en 
on 364,145 shares of no-par stock 
in the June, 1931, quarter. For the 
first six months of this year net loss 
was $43,726 after taxes and charges 


7 
ag 


ce 





or 


| ken 


TIMKEN ROLLER BEARING 


Detroit, Aug. 3.—Directors of Tim- | 30 was 
yes- ; ne 
terday declared a quarterly dividend | income of $250,460, equal, after divi- on the common stock. In the pre- 
of 25 cents, payable September 6 to|dend requirements on the 7% per 


Roller Bearing Company 


ainst $1.50 previously. 
Net profit for the 
ded June 30 last 


six 
was $417,5 


nts a share on 2,411,638 


$1.02 a share, 


} against net profit of £204,071, equal| the previous yea 


to 56 cents a share in the first half | 
of 1931. 


PITTSBURGH SCREW & BOLT 
Pittsburgh, Aug. 


stock of record August 19, placing | . 
|the stock on a $1 annual basis, as| Share on 610,620 no-par shares of 


months 


20 


after taxes and charges, equal to 17 
no-par 
shares of stock, as against $2,462,714, 
in the first half of 


| June 30 was $199,903 after charges 
{and taxes, equal to 8 cents a share, 
|as compared with $217,617, or 9 cents 
3.—Pittsburgh|4 Share, in the preceding quarter 


Screw and Bolt reports for the six|®d $1,148,075, or 48 cents a share, 
months to June 30 net loss of $433,-|im the June quarter of the previous |Sible, it was said. Recently the plant | above charges, equal to 30 cents a 


926, after taxes, depreciation, inter- | ¥°®'. 


est, etc., comparing with net loss ot 
$80,852 in the first half of the pre-| 
vious year. For the quarter ended} 


New 


ALLEGHENY STEEL 
York, Aug. 3.- 


Allegheny 


| preceding quarter and net loss of 
| $35,172 in second quarter of 1931. 
| Net loss for six months ended June 
$537,163 after taxes and 


charges. This compares with net 


cent, preferred stock, to 22 cents a 


}common stock in the first half of 
ithe previous year. 


REPUBLIC STEEL 
Youngstown, O., Aug. 3.—Republic 
Steel Corporation has resumed op- 
| erations in eight mills of its Niles, 


Net profit for the quarter ended|O., sheet plant, according to a dis- 


patch from Youngstown yesterday. 
Tentative schedules for sheet mill 
operations at the close of last week 
were indefinite, but orders in the 
past few days made resumption pos- 


|} has shown only six mills active. 


FAIRBANKS-MORSE 


New York, Aug. 


June 30 net loss was $183,785 after! Steel reports for quarter ended June | Morse and subsidiaries show for six 
taxes and charges, against net loss| 30 net loss of $170,785 after deprecia- 
of $250,141 in the preceding quarter! tion, interest, taxes, etc.. compar-' 849 after depreciation, interest. etc., 
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months to June 30 net loss of $997,- 





Cumulative New Commercial Car Registration Statistics, July, 1932 





3.—Fairbanks- | 


and net loss of $84,044 in the June | ing with net loss of $366,378 in the | comparing with net loss of $559,534 
| quarter of previous year. 


in the first half of 1931. 


CHAIN BELT 


New York, Aug. 3.—Chain belt de- 
clared a dividend of 15 cents a share 


vious quarter the company paid 20 
cents 





SEABOARD OIL 
| New York, Aug, 3.—Seaboard Oil 
|}of Delaware and subsidiaries report 
| for the quarter ended June 30 net 
| profit of $194,471 after taxes, depre- 
|ciation, depletion, intangible drilling 
costs, etc., equivalent to 16 cents a 
share on 1,244,383 no-par shares of 
capital stock. This compares with 
$180,339, or 14 cents a share, in the 
preceding quarter and net loss of 
$34,917 in the June quarter of the 
[Sune 30 year. For six months to 


June 30 net profit was $374,810 after 


|share, comparing with $18,238, or 

/1 cent a share, in the first half of 

} 1931, 

CLASSIFIED ADVEKTLiSEMENTS 

| IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 
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Cumulative New Commercial Car Registration Statistics, June, 1932 


Returns for today: 


Pennsylvania, Washington and Wyoming 


Alabama, Arizona, California, Colorado, Kentucky, Louisiana, Massachusetts, Nevada, New Jersey, New York, Oklahoma, 


Figures in this lable are from R. L. Polk & Co. of Detroit, with the exception of Ulinois, which are supplied by the Robinson Advertising Service, Springfield, Ill, and New Jersey, which 
are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. Metropolitan district figures compiled by Sherlock & Arnold are included in New York state total. 


Readers desiring county, city or town lists, or lists of owners in any given section, may obtain these by addressing any of these three companies. 


previously, but it is given here complete for the convenience of our subscribers. 
In this table, 47 states and the District of Columbia. 




















































































































Some of th‘'s data has been published 


Commercial car figures do not include busses. 
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AUBURN—#-cyl. 127 W. B 
CHRYSLER IMPERIAL— 
ai a Standard Models Custom —— = a HUDSON—&-cyl. 122 W. B PACKAR 
. 5s Cou . 67415 Pha od e . M F D—T 4 
oo. Eeeegnem $25] Speedster wetes . : “ = - an if re Limousine pours Sedan Mags Club Bed in 1.494 2-4 Coupe con aa z = W. &. STUDEBAKEK—s-cyl. 117 WB 
ull Sedan......775'7 Sedan (136. onal aa | wire or wood rougham .....1,495 7 Sed oases 5 Sedan : 1505 Club Sedan | 4,305 ‘ 
Gus. Type Cabri. .7951 W. ft wheels) .2,895: wheels) . 3.295 495 7 Sedan .- 1,595 9.46 4.245 7 Touring “ta Dictator Models 
ea 47s 7Sedan (6 wire or _|5 Phaet . 295 HUPMOBILE—216. 6-cy : 4.Coupe Road.4,2i4 1,395 9 6 
; on (6 216. G-cyl. 116 w. B. ) 4 Spt. Phaeton say 2 Coupe <a 9 
AUBURN—S8-cy!l. 127 W. B 2- Sen = 2,995 wire or wood 5 Phaeton ....... 795 Com. Coupe RO ; oa reels 290) 5 Con. Victoria hn 4 Coupe 4 Ho : —— wares 1.138 
Custom 8-100 Dual RB; ae te | GmeeieD. .2c<-.2000 5 ce eis s* ane, 0 ee <i si 4.35405 Con Sedan . 4a ° St Regis oe a oe 
a bua Ratio Models Roadster (6 5 Con. Sedan (6 — 4Con Cabriolet. 495! an ; ao) diieaae F ‘ 4,805 “Brougham - Brougham 1,185 
i usiness Coupe. . .803' 5 Phaeton Sedan .9%% wire or wood _ ‘ine G6 wood HUPMOUBILE—2*2 PACKARD —T changes in bold face) 5 Sedan : : u50) S Regal Sedan 1,158 
: rougham.855| Speedster 975 wheels) ......3.295' wheels) 3.595 222. S-cyl. 122 W. B. : win Six. Mik W. B a : ,050/4 Regal Con. 
4 Full Sedan......905:7 +o FT peer ae ae 595 2Coupe (RS). 1,295 5 a i Sedan 5 ; #Con Roadstr 1,050 Roadste 
Cus Type Cabri #25 eden (136 CORD—8-cyl, 13744 W B 5 Sedan ats Gon neha tae | 4,495:7 Sedan Limou 4.49) 7 Regal Coupe 1.085'5 R og 1.188 
‘ f wet ' ..1.005 Sedan 2 39810 eae eeree '295'5 Cab Roadster 1.395 PACKARD—R8-cyl, 1424 > TO sox Coupe 1,085'5 Regal Con 
aie a “ ses eeeee-2,395/Cabriolet .. 3 HU 24 . At 2%-140% W B fon §=69Sedan 1,128 Se ¢ 
AUBURN—I2-cyl. 133 W. B. Brougham ..... F305\Phacton Sedan 2:598 2 Cou — aon 2aek& ha Oe le REN see. + OY 
12-160 Standard Models DE SOTO—6-cyl. 113 W. B. aa 3.808 § Vietoria 1,660 _ (Dietrich) 5.200 ew jetmou 6.450 STUDEBAKER—8-cyl. 125 W. BL 
Business Coupe. ..975| Cus. Type Cabri. 1,005 , Standard Models LA SALLE 3 abriolet Road.1.495 Stationary Coupe Sport ee 6,700 Commander Models 
§ 2-dr. Brough. .1,025)5 -1.0°5 9 Bus. Road : SALL —V-8. Series 345 & (Dietrich) 5 . edan H.750 4 Ce 
4 Full .025\5 Phaeton Sedan 1,145 9 adster.. 675|4 Coupe (R. S.)...735 5 130 W. B. .. 5,800 Cabriolet Sed coupe 1,350'5 Regal S 
ull Sedan 1,035 Speedster . isn 2 Bus. Coupe  695'5 Sedan ae Fisher Bodies Con. Roadster Limousine an |. 4Con- = Roadstr 11445 4 R oa — sae 
AU ; 5 Brougham ..,..695'5 Phaeton ........ 5 2Coupe .. 2.395/2 C (Dietrich) 5.9% A.W. Town C 6.350 5 Sedan 144 seat von 
UBURN—12-cyl. 133 W. B. DE ee ee ee ae 7175 5 Sedan ....--. .2.49% Con. Coupe .. .2,545 Con. Victoria Y. Town Car.6.750 5st Reg Roadster » 2,050 
Custom 12-160 Dual Ratio Models : Custom. Mt un = LA SAI L E. ~Y. -2,49515 Town Coupe. .2,545 Cc (Dietrich) 6 enna Ww — 6.250 ‘Srecnkan 1,44 ' ie + 1,660 
Sustecss Coune.1.108 : aR stom odels AS LE—V-%. Series 545 B. 156 W. B on Sedan sate . ‘own Car 4 Ree Bhs 5 Recall Con 
b 5) Cus. Type Cab 29% oadster .......775'2-4 * » We B Landaulet 7 gal Coupe .1,455 
§ 2-dr. Brough 1'153|5 Phaeton Cabri 132, Custom Coupe.. 490.8 on Sedan’ B49 Fisher Bodies 4 (Dietrich) ....6.150 A. W. Landauiet 1.158 5 Regal St. Regis oa ee wens oee Oa 
ull Sedan. .. .1,205| Speedster 1 Ge kos nceves 835! +++ 915 7 a. Sedan eae 7 Imperial ......2,795 Cabriolet aw” oni Sport Brougham 1,550 
AUSTIN—t-cyl. 78 W DE VAUX—6-cyl. 114 W. ag ew ; oe andaulet y150 
SN ine A B - sicnaes aueeeais 725: Custom p LINCOLN—8-cyl. 136 W. B. PACKARD—Twin Six. 14214-143% WB STUDEBAKER—8-eyl. 185 W. B. 
4Sedan .,........395 Standard Coupe 395 1 R near Gouge c > Ss.) B43 op Standard Models Sport Custom Models F President Models 
ai ak ae <2 || omnes a. ustom Sedan “gan 2 oadster Pe : naeton . 4c > 
BUICK—8 cyl. U4 W. B. Standard Sedan. .775'Con. Cus. Coupe. 895 4,Phaeton eH Coupe pueauen 3.200 _ (Dietrich) 6.500 ag ey 5 a hes 1690/4 State Con 
Models 32-50 popag—s-eri. 114% W cen Sedat 0005 3 Oy 6vwes.al 3.200 Stationary Coupe A W.° rich) 6.900 OY gis Roadster 1,865 
2 Business Coupe. 93514 Con. Cp. Rdst..1,080 - mM ‘ - Vv. B. (2 win.) 3.100 es CE oka a 3,300 (Dietrich) 6,600 A > Town Car 5 Brougham 1,750 5 Con. Sedan *)'gR0 
Sapo Coupe. '995|5 Spec. Sedan... .1,080 * Business Coupe ” ‘p Sedan (8 wire 5 Sedan ......: a) ee scene Con. Roadster "A. W. Town Cat 7 ge MR Eo get “1'890 
Spec. Coupe . ‘7040/5 Con. Phaeton. .1, (5 wire or woo ‘ 5 w cee oie (Dietrich) 6.7350 » Car D oadsir.i.7505State Con 
5 Vie Coupe... 1.060'S Spt Phaeton. . 1.090 ao woe eal wheels, 1 LINCOLN—I2-cyl. 145 W. B. Con. Victoria. LA —o— 2. 7M 4 Sate Coupe ..1.795 Sedan 1,985 
ten es @. © . 2 Businens , na ote wn ig 50 ai Standard Models (Dietrich) ...6,850 andaulet 7.950 ¢ oun Regis {7 Limousine 1'990 
. . B. (5 wire or wood | 6wire oe Spt Phaeton .4,300 : am 1,.265'7 State Sed a 
oo. | or wo . 4 Spt. : be § St . . + Sedan. . .1,995 
iin tenes eo Pe ware | wheels, 2 a p 7 on Touring “4300 ae ——, Ot 500 . — ARROW anid 233 OW. OB. i) State Sedan 1,855'7 State Limous 2,096 
4 Spec. Coupe. -1'290|5 Con. rnsie . + ate 2 Business Meee =? —— (6 Dem. | 4 Town Sedan ©.<00)8 — .....4,600 , Brougham . 2,850/3 oo a 3 STUTZ—f cyl. 12349 W. B 
4Con Cp. Rdst.1.310'5 Spt. Bhecten...1.08 (6 in aa. — wheet, 2 a (2 or 3 win.).4,800'7 ede eeses ‘ 700 — . 2,989'5 Club Berline 4 v0 LAA Series ‘ 
F. W. inte cee aka — : . + 4,900 upe .......2,985! i agen 
BUICK—%-cyl. 126 W. B. 2-4 Coupe (RB) =" a (6 wire LINCOLN—I2-cyl. 145 W. B, 4Con. Coupe a Con coaeeen sane § Saupe ...1,895|Club Sedan . 1.898 
§ Vic. T Cc Models 32-80 re 5 wire or wood 15 Pa eng ss — 2Co R Castom Models Roadster ....3,100 ; 1. Sedan ...8.450 5 Couns tre oa Cab. Coupe "9188 
ray. Cp.1,540'5 Sedan 1570 . Wheels, R. M.)..835 . ton. Road (R.S.) {5 Con. § ae ee 1,895) ; 
eserves = | I. , . ~ Sedan ‘ROE 
a —, _ wheels, R. M.)..885 , Le Buron af PIERCE ARROW— , 
BUICK—8-cyl. 124 W. B. con a 2-4 Con. Coupe 2 Coupe 4 or an be cones O00 THOGMR . sce nn i8S{7 a ty Ww. Bb. STUTZ—RK cyl. 1341%% W. B 
seein diheme —. 8. ays (5, Wire or wood ‘tite: ...6000' ten 7 Tourer "3.450 Lim SV-16 Chall ae 
7 Spt. Phaeton, 1.67515 Club Sedan suai 5. wheels, R. M.). 895 2 Coupe, oa —— ++» 6,500 PIERCE pe a ousine ....3.450 5 Coupe Challenger Series 
4C'try Club Gp.1,740/5 Con. Phaeton .1,830 “heels. R.M.) gusta ciate anne Jodkins ....8,100|° Murphy 9Club wa. te Ww. 8 . Goes «...... Se oo 2,780 
5 Vic. Coupe 1,785'7 Sed “7 5, (6 wire or wood 2 Coupe (R.S) , Murphy ......6,800 : {5 Club Sedan 4.9m 2 pee eee -2,0860!Cab. Coupe “2'880 
4 Con. Cp. Rast. 1:805'7 Limousine |... 2058 po wheels, 2 F.W.).925 , Dietrich 1 cena .. A ee ‘ie ¢ cin <a a Speed- 
5 Sedan i vee 8.05% DODGE—#-cyl, 122 W. B 2Coupe (R&S unn ..._....7,000 ......8785(5 Club Berline | 14.) wHOOaareE 2'780| ster 2 
+41, yt, Be \ p (RS. Town Brot 4 Coupe 2 7 BF: e ..4,1%0 ; 2,880 
. D. K. Jud ; igham, .» -3,785'5 Spt — 
CADILLAC—V-8, Series 355 B. 124 W. 8. {cous BS. D Sedan (6 wire 5 2udkins “<...5,350) ° Willoughby. ..7.100 lan oa” ae, oe STUTZ—8 cyl. 13442 W. 
2C Fisher Bodies = wey wheels, 2 F.W.).1,180 7 eons .. 5,700 ote =< — Fenwo . c a 
oupe ++ +2,795|2 Roadst . R.M.).1,115 5 Coupe (6 w imousine, ; IERCE ARROW—53 2 § Coupe ..+-2,695'Cab. C 4 
= eae Ros ster «++ 2,895 5 Sedan is Dem. Doupe is wire ; Willoughby . seal Brun... -3.:% 200 1 Sedan ake $.988'7 En = W. B. 5 ee see 2.995/Torpedo Speed 3.198 
i ‘ itachi § 2F.W ; n. Victoria, ourer oo es 4,200 ne a 2 ...-2,095;4 & s rae 
CADILLAC—V-8, Series 355 B. 140 W. B. 5 Scaen’ (awit 1.148!o-4 den’ Goupe 8° «= Waterhouse .8,900 | = See... PIERCE ARROW gre 0. 6000 Fe meme 3095 (TC) 3,798 
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5 Coupe 2,995|7 S wheels, R.M.).1,145| Ww P ON—K-125. 125 W. B ON seeces 4,295'5 Club Berl vere 
= . . 2.9 edan 7, .145| wheels, : ae * ° 5C ‘ erline ..4.400 Verseil 
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* eee e F a ~ 7% . . Peds , , 4 4 ‘ 
ca Wishes Bedies meee, tess oe Sedan be tia coene ee ian " khiion i b no ee, ton Town Cabriolet 2 Coupe ....3.695'5 Weymann a 4¢s 
. ee asa ane 2 peeteies vee 3,998 Sport Coupe 510 De Je. © ae ° see spe tS S.).5,.700 7 Sedan oupe oa Con. Sedan —" 60 tee 1.200 ‘ach ean ..3.795' sailles 8 Os 
sea: 595 ‘on Soupe... 3.64 Ye Luxe Coupe 510 Sabri ; Seda - 5 2-dr. Soupe. . .5.800/5 C ane 0 «Be (Le Bar nm On im eos Sedan . 1795 Super Be - 
. ‘ “ G4 F # t , <2 9. 5 Con. Sed aron).. .5,70 , tee Cal . pnts arcat 
CADILLAC—V-12. Series 370 B. 140 W.B De Luxe Coach. ..515 rs 610 5 Cl Cpl. Sedan.5.800'7 Limousine oe 100 - on pat a 7.200 Seareat me (116 W Br . 5,898 
Fisher Bodies ESSEX—6-cyl. 11 ; NASH—6-cvl . : ' (Le Baron!.. 6,109 7.2 ‘ 2 R95 
: Swe “cyl. 13 WwW. B yi. 116. W. B 
5 Coupe 4.695'7S st - Big Six PLYN T STUIZ- » . 
. .3,695'7 Sedan andard Series g Six Models LYMOUTH—1-cyl. 112 Z—8 cyl. 145 W. B 
5Stan Phaeton.3,695 5 Sot : 3,849 2 Business Cou : 2 Cou ana Bus Rog ae Ww. B ; ; 
he 3.69515 § Phae : ‘ pe.660/5 2-dr. S pe ay oadster 495/4- er SV-16 © . a 
5 Spec. Sedan.. .3.745!7 tmpes a : ye 5 Coach ....... 665) «3 . ae. 4, 2 4-dr. Town 7 ‘+o ao ...840 Bus, Coupe.,... 565 — cor +l Sedan 635 5 coq 16 Challenger Series 
5 Town Sedan... .3,795'5 A. W. Phaeton.4,19! 4 Coupe 4 705 135 Sedan ... eagle ee Sedan 935 Spt. Roadster ge ees C45 7 Scar 3,.995,Cab. Coupe 3.248 
5 Spec. Phaeton 3795! aeton.4,195 wesex.¢-evl, 118 W. & 4 Coupe .... 825'4 Con. Roadst (R. 8.) 595 ‘ oe, (121-in s py $145'5 Con. Sedan _. 3.395 
CADILLAC—V-12. Series 370 B. 110 W.B Resiness Coupe. ..695|Standard Sedan.. .775 NASH—8- ey. 121 W. B er...895 Sees tan 495!Con Sedan 785 ” o $4 } 
- Fleetwood Bodies waan Bolen ovwe oe oe Coupe aes ER ens Standard Eight Models PLY uot a8 7 ' See z 7Z—8 cyl. 145 W. B 
s , teens Special Seda 2 Coupe ; a ‘ —4-cyl "05 V-32 ' 
5 aoaee C 4,095)5 Town Cabriol 4,795 4Coupe .........745 Con. Coupe alee: rer 5 4-dr Town 965'6 4-dr Sedan 1,015 Thrift 7 eo a 4 Sed Challenger | 
car oupe 1eetis sows Cabriol. .4,945 ronp..¥-8. 108 W. B ees : Sedan .. 975 4 Gee pondates 1.055 ' 2-dr. Sedan 495'5 4-dr Sedan 7 & Gan 1.795:'Cab. Coupe 4048 
a pre ge F . 7 : . . B. eee. § 2-dr C Pa wae : ¢ ae a +845 So : a 
Sf ieeine 00 am im. Brough... .4.945 pew weeded 460 De Luxe Coupe...575 + Coupe "**"S 018 Sedan on ae ate PONTIAC—6-cvl. 114 W. B ‘ 7 Limousine |. .4,045 » Con Sedan 4.08 
CADILLAC—V-16. Series 452 B. 143 W.B ets °0**** eae Special Tolo hacilen minke” wn ee eee ae ane 328 STUTZ—8 cyl, 15 W 
ar: e : m . Sawer 99909200 ones ee Se 4 ; ‘ig i sat aa ° = . a ~ % 2C . s> Laas Vl, 5 
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Dealer Stocks 


_During Month of July|| Appointed 


(Continued from Page 1) 


has been adopted in reaching the 
dealer stock figure. 

One of the most encouraging 
factors of the present automobile 
market is the recent decrease in 
dealer supplies of used cars. Recent 
advices from Detroit stated that a 
decline of 10 per cent. in used car 
stocks occurred in June and that 
another decrease of 16 per cent. 
took place in July. 

Such a development as this places 
dealers in a better financial posi- 
tion and enables them to turn more 
attention to the selling of new cars. 

Production and sales statistics 
indicate there was only a small 
excess of output in the first half of 
this year over the consumption. It 
is estimated that the domestic and 
foreign markets absorbed all but 
23,000 of the passenger cars built in 
the half year, or only 3 per cent. of 
the production. In the like period 
of last year, the surplus was 54,000 
units, or more than 4 per cent. of 
the output. 

The following table shows the es- 
timated stocks of new cars in the 
hands of dealers as of the first 
of the month during recent years: 
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dead storage because their owners 
are unable, or opposed, to spending 
money for licenses. It is not be- 
cause of business depression in re- 
cent years that this is true. Sur- 
vey of registration figures for years 
back reveals a similar condition that 
is simply accentuated in recent 
times. For instance, of the 23,551,- 
876 motor vehicles registered on De- 
cember 31, 1930, in forty-three states 
and the District of Columbia, only 
19,412,860 were registered on April 
1, 1931. That is a decline of 5,139,- 
016, or 20 per cent. On December 
31, 1931, there were 23,023,613 ve- 
hicles registered, but on April 1, 
1932, only 18,720,486 were registered, 
a decrease of 5,203,127, or about 22 
per cent. And it must be remem- 
bered that the April 1 registration 
includes all the new vehicles sold 
at the shows or after yearly intro- 
ducaions of new models. 
Nor are these declines confined to 
states where winter weather dis- 
|courages winter operation of motor 
|vehicles. California’s registrations 
|show a decline of 10 per cent., Ala- 
|bama’s of 16 per cent., Virginia’s of 
| 22 per cent., Georgia’s of 23 per cent. 
|}and Texas’ of 28 per cent. Declines 
;of 23 per cent. or more are shown 





New Dealer 


MASSACHUSETTS 
Auburn—Salisbury Motor 
pany, Salisbury. 
MISSOURI 
Willys-Overland—M. Yeater Mo- 
tor Sales, St, Louis. 
Rockne—Burger Motor Company, 
St. Joseph. 
MONTANA 


Rockne—Motor Service Company, 
Havre. 


Com- 


NEW JERSEY 


Studebaker — Pierce-Arrow Sales 
Corporation, Newark; Pierce-Arrow 
Sales Corporation, North Bergen. 

Auburn—Auburn Sales and Serv- 
ice of Long Branch, Long Branch; 
Brauer Motors, Inc., Paterson; Ko- 
pyta Motor Sales and Service, New- 
ark, 

Rockne—Ruckle Brothers Motor 
Car Company, Englewood; Ruckle 
Brothers Motor Car Company, Hack- 
ensack, 


NEW YORK 

Auburn—Milton Sandman, Brook- 
lyn; Orange County Auto Sales, 
Newburgh; Lamm & Kremer, Bay- 
side, L. I. 

Willys-Overland — Beacon Motor 
Sales, Inc., Brooklyn, 

Rockne — Baster- Murray Motor 
Sales Company, Inc., Binghamton; 
Catskill Auto Company, Catskill; 
Ira B, Shillinger, New Lebanon. 

NORTH CAROLINA 

Rockne—Gastonia Motor Com- 

NORTH DAKOTA 

Willys-Overland — King - Bruns 

Palace Motor Company, Coopers- 


; “ncn onan gaa /in Connecticut, Illinois, Kansas, 
January ° ’ 20%, ’ | ¢ i 
Sebcusry .. 10300 SRM) GOSS lene munteaties te tee Sack 

mae ’ asa yu’ | states. Registrations in New York 
March .... 181,000 305,000 §15,500| are off 20 per cent., and in New 
April ...+. 178,500 310,400 507,400 | Jersey off 14 per cent. during these 
May ....-. 168,000 306.400 479,800 | months. North Dakota shaws the | 
JUNE .occe 197,000 501 O08 459,000 | peak decline of 52 per cent., and 
July ....-. 2 00,000 299,700 457,000 | there are declines of 42 per cent. in| pany, Gastonia. 
August .... 210,000 273,000 401,000 | vermont, 37 per cent. in Wyoming, 
September. 260,400 360,000 | 299 per cent. in South Carolina and 
October 235,000 339,300 | 32 per cent. in South Dakota. 
erent» oo i | In New York city the waiting line | town, 

teens 276,800 | for license plates just prior to July 1| 


December. . 


LICENSE RENEWAL 
DATE CHANGE URGE 
TO SPUR CAR SALES 


151,300 


1) 


line taxes alone, through the opera- 
tion of these vehicles in the three 
months between January 1 and 
April 1. The Federal government, 
from its 1 cent gasoline tax, would 
receive something like $6,250,000. 
This estimate is based on the belief 


(Continued from Page 


these 5,000,000 motor vehicles would | 


consume 40 gallons of gasoline per 
month, or approximately 625,000,000 
gallons in all. 

As for industry, the thawing ol 
these yearly “frozen assets” would 
release an $84,000,000 business in 
gasoline, $2,300,000 business in lubri- 


cating oil, $50,000,000 business in 
tires, $25,000,000 business in in- 
surance and $50,000,000 in repairs 


and maintenance, to say nothing of 
a conservative estimate—and all 
these estimates are conservative—of 
a $150,000,000 business accruing from 
the general expenditures made by 
those who travel by motor vehicle. 
In total, this is a $361,300,000 market 
for industry. 

Under present conditions, the 
storage of motor vehicles between 
January 1 and April 1 is encouraged 
rather than discouraged. The regi- 


. sos * . | 
station date, requiring an outlay of a 


sizable amount of cash per vehicle, 
comes shortly after Christmas and 
post-Christmas bills, after 
Year’s Day and New Year's Day bills. 


Moreover, the expenditure must be | 


made during the winter, when liv- 
ing costs are higher and the registra- 
tion fee, by comparison, seems larger 
than actually it is. 

Not only the passenger car owner, 
but the operator of business ve- 
hicles adversely is affected by the 
January 1 registration date. Gen- 
eral business usually is good in De- 
cember, but it is largely credit busi- 
ness. The cash does not come in 
until late January or early Febru- 
ary. Consequently the operator of 
the business vehicle, and particu- 
larly the operator of motor vehicle 
fleets, is called upon to spend a 
comparatively large sum in cash for 
registration at a time when he is 
least able to do it. : 

The naural effect resulting from 
these causes has been apparent for 
years. From 10 to 52 per cent. of 
motor vehicle registration in the 
state on December 31 of one year 
are not registered on April 1 of 
the next year. Some have worn 
out, it is true; but most are in 


New | 


; was nearly as large as that just be- Cc 


|fore January 1. In Knox county, 
| Tennessee, 52 per cent. of the ve- 
|hicles were not registered February 
1, and on July 1 some 2,000 still were 
| in storage and unlicensed, — Maine 
| declared a two-month moratorium 
|on licenses this year, and collected 
| $96,000 more in gasoline taxes than 
|in the corresponding period of any 
|previous year. Arkansas issued 
| three-month stickers in lieu of li- 
| cense plates, and experienced an im- 
| mediate increase in gasoline tax col- 
| lections. Other states have tried 
|somewhat similar schemes and found 
|it both practicable and profitable. 
The states provide highways for 
year-round use, and spend money 
the year round for their upkeep. | 
Consequently, any failure to regis- | 
ter and operate motor vehicles | 
means that revenue from the gaso- 
line tax is lost and that highway 
income shrinks proportionately. At 
the same time those _ industries 
| Which have provided year round fa- 
| Cilities for serving the motorist and 
| servicing the motor vehicle feel a 
| Shringage in business that adverse- | 
| ly affects their ability to serve, and | 
|}even to remain in business. Obvi- | 
ously there is an element of un- 
| fairness to government and to busi- 


Graham-Paige — Interstate 
ompany, Grand Forks, 


OHIO 

Studebaker—Lippert Motor Com- 
pany, Norwalk. 

Auburn—Wauseon Auburn Sales, 
Wauseon, 

Willys-Overland—May and Oak 
Auto Sales, Inc., Walnut-Hills, Cin- 
cinnati. 

Graham-Paige — Richardson Mo- 
tors Company, Akron; B. O, Beatty, 
Bellefontaine, 

Rockne—Clifford E, Hoch, Marion. 

OKLAHOMA 

Studebaker—Scannell Motor Com- 

pany, Elk City. 
PENNSYLVANIA 

Auburn—Leedom Auto Sales 
Service, Jenkintown. 

Willys-Overland—Suburban Motor 
Company, Pittsburgh; Aupe Brothers, 
Sharpsburg. 
Graham-Paige 
Philadelphia. 

Rockne—Everett Motor Company, 
Everett; Warrington Motor Com- 
pany, Philadelphia; Kalp Brothers 
Garage, Jones Mills; Earl S. Will- 
iams, Schuylkill Haven; H. E. Mc- 
Laughlin, Kane. 

SOUTH DAKOTA 

Rockne—Gandy's Garage, 
ster; James Motor Company, Dead- 


Aut» 


& 


John 


Kerbeck, 





|ness involved here that could be 
|overcome by encouraging year- 
|round operation of motor vehicles 
}and eliminating the fractional reg- 
| istrations. 

The shift in registration dates is 
a matter largely of amending ex- 
| isting law and starting the states’ 
| books for registration on the new 
date instead of the old. No in- 
| creased difficulties to enforcement 
| Of the law would be involved. The 
natural desire of the motor vehicle 
| owner to use the machine would in- 
; sure prompt registration and the 
| delays in obtaining registration 
revenue experienced by all states 
|in January of previous years would 
be ended. 


NEW LATEX PLANT 
Lowville, N. ¥., Aug. 3.—The Latex 
| Fibre Industries, Inc., a subsidiary 
;of the United States Rubber Com- 
pany, which recently took over the 
| Lewis Slocum and LeFevere mills at 


| Beavers Falls, N. Y., will open short- | 


‘ly. The work of remodeling the 
plant and installation of considerable 
;machinery has been completed, 
| Which will a*ford work for close to 
1100 men. 


NEW HUDSON DEALER 
Albany, N. Y., Aug. 3.—E. V. 
Stratton Motors Company, Inc., 
Hudson-Essex distributors here, an- 
nounce the appointment of G. R. 
Scrafford os direct dealer at Rens- 
salaer, N. Y. 


wood; James Motor Company, Lead. 
TENNESSEE 
Rockne—M., W. Walker, Harriman. 
TEXAS 
Studebaker—Wentz Motor Sales, 
Big Spring; Dimmit Motor Com- 
pany, Carrizo Springs; Badger & 
Herring Motor Company, Amarillo; 
Earl L, Hankins, Longview. 
Rockne—D. Jenkins Motor Com- 
pany, Weatherford; Ear] L. Hankins, 
Longview. 
VERMONT 
Studebaker—Brannen Motor Ser- 
vice, Bellows Falls. 


VIRGINIA 
Rockne—Woods - Brevick Motor 
; Company, Pocahontas. 


WASHINGTON 
Auburn—Auburn Sales (distribu- 
tor) Seattle. 
WEST VIRGINIA 
Rockne — Eagen Motor Sales, 
Ronceverte. 
WISCONSIN 


| Auburn—E. T. Werkowski Motor 
Company, Cudahy. 
Willys - Overland — Ryan Auto 
Company, Mt. Horeb, 
Rockne—Hubbard Service Station, 
Durand; Sherman Auto Company, 
Rice Lake. 
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g|| 40 Telephone Calls a Day 


Keep Depression Away 


(Continued on Page 3) 
put question or so, That’s the point 
of the message—it seems casual for 
the most part. And the prime ne- 
cessity is that this salesman’s talk 
must be ‘canned,’ in the sense of 


being well prepared, and thoroughly 
learned. 

“There is no use in my giving the 
pith of the message, for every sales 
manager or dealer would want to 
use his own basic thought, even if 
delivered on our plan. But our mes- 
sage flows, it is largely casual to 
all intents, it prevents undue in- 
terruptions and it is bringing re- 
sults. 

“Each man is supposed to make 
forty of these telephone calls daily, 
the list of registration first hav- 
ing been divided up. If a man is 
found to be totally incapable of 
using the ‘canned’ talk smoothly 
and effectively, his share of the 
list is divided among the others, and 
he does something else. 

“Each of our salesmen, in addi- 
tion, is supposed to make ten per- 
sonal calls daily, but if he can ar- 
range with some of the ‘cold tur- 
key’ prospects he has called by tele- 
phone to include them in the calls, 
well and good. I might add that 
one of the casual questions asked 
rather early in the phone talk is, 
‘By the way, Mr. Jones, what con- 
dition is your car in at this time?’ 
The answer may give the salesman 


just the ‘line’ on the prospect that 
he wishes, and may have some in- 
fluence, if they can make a deal, 
on a trade-in end of it.” 


MARLATT BATTERY CO. 
ENTERTAINS JOBBERS 


Danville, Ill., Aug. 3.—The Marlatt 
Battery and Manufacturing Com- 
pany entertained more than 1,500 at 
the automotive convention spon- 
sored in its plant over the week end. 


One afternoon was spent in inspec- 
tion of the industrial division of the 
company’s plant near Garfield Park. 

Mayor C, P. Madden welcomed the 
group, and the program included 
talking picture illustration of brake 
lining and display of products of the 
Marlatt company, including auto, 
radio and farm lighting batteries, 
which have been produced here the 
past ten years. 





BREAKS SALES RECORD 
Springfield, Mass., Aug. 3.—The 
new master service station of Good- 
year Service, Inc., at 590 Main St., 
has been opened for business, and 
during the first three days of its 
operation it broke the record for 
any three-day period, according to 
J. S. Coughlan, manager. Many vis- 
itors were attracted to observe the 
unusual character of the building, 

and souvenirs were given away. 
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Distribution advertis- 
ers will get at no extra 
charge: 


and 
the 


Practically 
distributor of 
United States. 


every dealer 
vehicles in 


10,000 independent repair shops. 


3,000 engineers, production men 
and other factory officials. 


1,500 jobbers of accessories, 
parts, shop equipment. 


16,000 commercial fleet owners, 
truck dealers and bus operators. 


Total distribution, including 
regular circulation, over 80,000. 


No other single publi- 
‘cation provides such wide 
coverage. No other pub- 
lication offers visibility of 
ALL advertisements re- 
gardless of size. No other 
paper offers so many 
readers, per copy, such 
high reader interest. 


Here’s part of what it 
will contain: 

Complete sales records of the 
industry for six years. 

Financial review of the leading 
companies in all branches of the 
industry. 

Survey of dealer activities and 
condition in key sections all over 
the country. 

How the service division of the 


industry has met the problems of 
1932. 


Great leaders of the industry 
tell their plans for 1933. 

Survey of the jobber field in 
1932. 

Well known sales managers tell 
what they believe dealers must do 
in the coming months. 


Review of the engineering de- 
velopment that signalized 1932. 
What the engineers are going to 
give us in 1933. 

Complete mechanical records of 
the cars of the past six years. 

Complete passenger car regis- 
trations for the first seven months 
of 1932. 

Complete commercial vehicle 
registrations for the first seven 
months of 1932. 

Association activities and fu- 
ture plans, 


Dealer stocks as of August 1. 


List of company executives and 
titles. 
AND 


Latest news of the day, as al! 
ways—while it’s still news. 
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